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| WORK AS SALESMEN AND SALES- N = rn auf 


yyy WOMEN. MILLIONS MORE HAVE © ™\ 
JOBS BRINGING GOODS To THE eA 
PEOPLE WHO BUY THEM.YOU 

MAY WANT TO GET A JOB 
IN THIS INTERESTING 
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- YOU KIDS HAVE OFTEN GONE INTO STORES WITH 
YOUR PARENTS TO BUY CLOTHING OR TOYS OR 
WHATEVER YOUR FAMILY NEEDED. YoU HAVE 
ALWAYS FOUND WHATEVER YOU NEED ATA 
FAIR PRICE. HELPFUL SALESPEOPLE HAVE 
BEEN THERE TO HELP YOU MAKE YOUR: 
PURCHASE. 


HAVE YOU EVER WONDERED HOW 

MANUFACTURED THINGS GET FROM 

WHERE THEY'RE MAPE TO YOU 
AND YOUR FAMILY Z 


OE EES Tee 
‘ARE IN Tt 
MARKETING oo DISTRIBUTION 
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5 LIONS OF PEOPLE WORK IN THE MARKETING AND DISTRIBUTION 

‘FIELD. THERE ARE A GREAT MANY PIFFERENT KINDS OF JOBS. 

~ PEOPLE WITH COLLEGE EDUCATIONS ARE NEEDED AS WELL AS 
WORKERS WHO HAVE NEVER FINISHE? HIGH SCHOOL. 


THERE ARE WORKERS WHO DEAL | [THERE ARE NEARLY FIVE MILLION MEN AND 
MOSTLY WITH PEOPLE, OTHERS WOMEN WITH SALES JOBS. THE SALES FIELD 
WORKING WITH INFORMATION, \| | EMPLOYS PERSONS OF ALL AGES FROM HIGH 


ANP SOME WHO WORK WITH SCHOOL TO OLD ENOUGH TO RETIRE, 
- » TOOLS f 


INE OUT OF EVERY FOUR: SALES [THEIR JoB 1S TO HELP PEOPLE BUY 
PEOPLE WORKS PART TIME, LESS WHAT THEY NEED AND WANT- 
THAN THIRTY-FIVE: HOURS A 


xy 
A 


7 


SOME SALES PEOPLE SELL ONLY SUCH ITEMS'AS 


“| MAGAZINES AND NEWSPAPERS. THEY NEED ONLY 


TO TAKE THE CUSTOMER'S MONEY AND GIVE BACIK 
THE RIGHT CHANGE. VERY LITTLE TRAINING IS 
NEEDED FOR THIS KIND OF WORK, 


BUT THIS KIND OF WORKER 
HANDLES A LOT OF CASH AND 
LOTS OF DIFFERENT (TEMS. 
HE IS ALWAYS BUSY, AND HE 
MUST BEVERY ALERT. 


THIS SALESMAN 15 A COLLEGE GRADUATE THIS SALESWOMAN MUST KNOW ALL « 
WITH A KNOWLEDGE OF ENGINEERING ABOUT DIAMONDS AND OTHER GEMS 
ANP ELECTRONICS. HE IS HELPING A TO WORK FOR A JEWELRY COMPANY. 
CUSTOMER CHOOSE A COMPUTER SYSTEM | | SHE MUST BE PLEASANT IN APPEARANCE 
FOR HIS BUSINESS. = AND MANNER TO DO THIS JOB WELL, 


TE SALESVEN TRY TO LOCATE HOMES AND PROPERTY 
Boe “THEIR CUSTOMERS WHICH WILL BEST SUIT THEIR NEEDS. 
THIS FAMILY IG TOO LARGE FOR THIS HOUSE,SO THE REAL ESTATE, 
SALESMEN |S ADVISING THEM NOT TO CONSIDER BUYING (IT. 


MANUFACTURERS CONDUCT SPECIAL 
TRAINING CLASSES SO THAT SALES-_ | 
PEOPLE WILL HAVE A THOROUGH ~ 
KNOWLEPGE OF THEIR PRODUCT, 


GOOD SALES PEOPLE SHOULD UNDERSTAND THE 

NEEDS OF THEIR CUSTOMERS. THEY OUGHT TO BE 

FRIENDLY AND AT EASE WITH STRANGERS. SALES- 

PEOPLE NEED ENERGY;SELF-CONFIDENCE AND 
SHOULD BE ABLE TO SPEAK WELL. 


[~S 
ERE WILL BE JOB OPENINGS FoR BECAUSE OUR POPULATION IS GROWING, 
MORE SALESPEOPLE WILL BE NEEDED, 
ESPECIALLY PART-TIME EMPLOYEES IN 
SMALL STOR! owed AKE OPEN AT 


LY 300,000 PEOPLE A YEAR: 
IN SALES. 


= 
Ds 


Se 


ae = ee = 
A MANUFACTURED PRODUCT IS SOLD BY THE BACTORY THAT MADE 
| ITTOAWHOLESALER. WHOLESALERS BUY LARGE NUMBERS - 
\ OF ITEMS: FROM A MANUFACTURER. RETAILERS BUY FEWER 

} OF THESE GOODS FROMTHE WHOLESALER, AND THEN THEY 2 
SELL DIRECTLY TO THE CUSTOMER 
WHO ENTERS THEIR. SHOR. 5 


SALESMEN MUST KNOW THEIR 

PROPUCTS AND ALSO KNOW ABOUT 

THOSE OF OTHER MANUFACTURERS 
IN THE SAME FIELD. 


SALESMEN SELL HIGHLY TECHNICAL A GOOD SALES ENGINEER MUST HAVE 
TS ANP THEY ARE OFTEN A THOROUGH UNDERSTANDING OF HIS 
IS ENGINEERS . THEY M, 


CUSTOMER'S NEEDS AND BEABLE TO. 
SATISFY THEM. 


USTRIAL SALESMAN MAY SPEND WEEKS 

STUDYING A MANUFACTURERS PROBLEM, 

HE THEN RECOMMENDS EQUIPMENT THAT WILL 
HELP THE MANUFACTURER MAKE MORE 

‘ AND BETTER PRODUCTS, 


VAN INO! 


SOMETIMES, THE EQUIPMENT THE SALES- 
MAN IS HANDLING 1S NOT EXACTLY RIGHT. 
HE MAY HAVE TO REDESIGN THE MACHINERY 
TO SUIT THE NEEDS OF ONE SPECIAL 

i ere BEFORE HE CAN MAKE THE 


THERE ARE ABOUT 500,000 MANUFAC- * 
TURERS' SALESMEN WORKING AT PRESENT: 
: SOME COMPANIES PREFER COLLEGE 
POR GRADUATES AT THIS LEVEL BECALIGE ° | 
ORS, EMPLOYERS THINK THIS IS HELPFUL 
RD O} aS, WHEN DEALING WITH 


as Ce sabe ade 


SOME MANUFACTURERS PREFER SALESMEN WITH TRAINING 
JN THEIR, PRODUCT, A DRUG MANUFACTURER MIGHT 

WANT HIS SALESMAN TO HAVE STUDIED AT 

A COLLEGE OF PHARMACY; A CHEMICAL 

COMPANY MIGHT WANT A COLLEGE TRAINED 

CHEMIST TO CALL ON ITS CUSTOMERS. 


BY RECRUITERS WHO GO TO VARIOUS 
COLLEGES TO INTERVIEW STUPENTS WHO. 
: WANT TO BECOME SALESMEN- é 


RECRUITERS TRY OFIND INTERESTED 
STUPENTS WHO GET GOOP MARKS, 


AND HAVE PLEASANT PERSONALITIES 
AND GOOD APPEARANCE, 


THERE ARE NEARLY THREE MILLION 
RETAIL SALESPEOPLE WORKING NOW. 
MORE MEN THAN WOMEN SELL FURNITURE, 
APPLIANCES, HARDWARE, EQUIPMENT 
AND AUTOMOBILES. MORE WOMEN THAN 


MEN WORI< IN DEPARTMENT AND GENERAL 


STORES, SPECIALTY STORES, CLOTHING 
ANP DRUG STORES, 


WILLTHAT BE 
PLEASE 2 


“ SALESPEOPLE TRY TO SEL 
CUSTOMERS THINGS THAT WILL. 
BE USEFUL TO THEM. 


CHARGEIT,.I 
HAVE. A CREDIT- 
2 CARP. 


ACREDIT MANAGER DETERMINES WHICH _ 
CUSTOMERS ARE POOR CREDIT RISKS. HE 
REMINDING 


+ BEGIN IN THIS FIELD WITH ONLY A. 

> HIGH SCHOOL DEGREE, 
COLLEGE COURSES IN BUSINESS 
ADMINISTRATION OR ACCOUNTING 
-_ AREVERY HELPFUL. 


[o) 
WINDOWS IN AN ATTRACTIVE 
MANNER. THEY ARRANGE 
OTHER DISPLAYS INSIDE 
1 THE STORE AS WELL AS 
“PLANNING SEASONAL 
y ARRANGEMENTS OF 
MERCHANDISE. 


WY DISPLAY WORKERS ARE FREQUENTLY EXPERT SIGN 
WRITERS. THEY PAINT OR WRITE SIGNS OR 
3 SHOWCARDS TO HELP SELL MERCHANDISE. 


SOME DISPLAY WORKERS RECEIVE 
TRAINING IN INDUSTRIAL ARTS O| 
COMMERCIAL ART. 


IPPING AND RECEIVING CLERKS ARE A HIGHLY IMPORTANT 
OF MARKETING 


S 
A CUSTOMER THAT MUST PEPACKED: AND 
SHIPPED To HIM. 


ee eae BROKEN ITENS | -l CHEC! 
4 tippNecienic May WORK DIRECTL 


LIVERY OF EACH |") “AWAREHOUS: ER. 
ORDER TO THE RIGHT CUSTOMER, brags bet hates 


ASHIPPING CLERIK MAKES SURE THE RiguT C008 5 MERE MAYBE A HEA? Felt eee WHO 
ARE LOA\ IE OUTGOING SHI 


IN SMALLER 
COMPANIE! &, 


SH NN 
‘RECEIVIN (ce 


THE RECEIVING CLERK CHECKS EACH ITEM RECEIVED 
AGAINST AN ITEMIZED LIST CALLED A SHIPPING INVOICE. 
HE MAKES SURE THESE ITEMS ARE RECEIVED IN 

GOOD CONDITION. 


ITHE RECEIVING CLERK NOTES THE DATE AND 

TIME AND ANY OTHER IMPORTANT INFORMATION, 
HE ALSO MAKES SURE EVERYTHING IS 
STORED OR SHELVED PROPERLY. 


wHisistose Wiyicerirout 
SHIPPED ATONCE, 
MR. FERGUSON 


THREE OF THE MODEL 2 


345 UNITS, TONY 


2oeAND IWANT THIS SHIPMENT.TO PMENT ARRIVES, THE ANG 


WHEN A SHI 
GE PICKED UP IMMEDIATELY. THE CLERK ROUTES IT TO THE PROPER DEPARTMEN: 
\ NEEDS ITIN HIS WARE- IN HIS OWN FIRM OR SEES THAT IT IS 
BEFORE FRIDAY --J-}-} PROPERLY STORED UNTIL IT 1S NEEDED. 


IERE ARE NEARLY 400,000 SHIPPING 
P RECEIVING CLERKS WORKING. 


THE SHIPPING CLERK WORKS CLOSELY 
WITH THE STOCK CLERK OR STOCK’ 
CONTROL CLERK. - 


SHIPPING AND RECEIVING CLERKS AND 
STOCK CLERKS USUALLY WORK REGULAR] | 
HOURS AND THE WORK IS NOT VERY x 
TIRING OR DIFFICULT TO LEARN 70 DO. 


ROUTINE JOBS WHEN THEY BEGIN WORK, 


ALL THE MERCHANDISE IN THIS WAREHOUSE ¥ 
IS INTENDED TO BE SOLD To THE PUBLIC BUT 
NO ONE WILL BUY ANY OF IT UNLESS THEY 


KNOW ABOUT IT AND WANT IT FOR 
THEMSELVES. 


TELLING THE PUBLIC ABOUT THE 

MERCHANDISE A STORE HAS TO 
SELL 15 THE JOB OF THE 
ABVERTISING COPYWRITER. 


ADVERTISE! 
my A 


AN ADVERTISING COPYWRITER WRITES THE | 
(ADS AND COMMERCIAL MESSAGES THAT 
WILL TELL PEOPLE WHY THEY SHOULD 

WANT TO BUY THE PRODUCT BEING 
ADVERTISED. 


HE WILLWRITE THE COPY IN 
WAY To MANE THE PRODUCT A\ 


THE APVERTISING COPY TELLS 
CUSTOMERS ABOUT THE MERCHANDISE 
THAT THE STORE IS OFFERING 

FOR SALE. 


COPYWRITER OFTEN WORKS 

OSELY WITH AN ACCOUNT 
EXECUTIVE OR UNDER THE 

PERVISION OF / CHIEF. 


“THE ADVERTISING MANAGER DECIDES WHAT 


KIND OF ADVERTISING THE PRODUCT WILL HAVE. 
NEWSPAPER. 


HE HAS COPY PREPARED FOR fh 
ISEMENTS: 


A E N 
IME ADVERTISING 1S DONE BY 
HE SELECTS THE ADVERTISING AGENCY 
Bese 


FO! 
OR RADIO COMMERCIALS, 
AN AGENCY 


MANY EMPLOYERS PREFER 
, TO HIRE ADVERTISING 
TRAINEES WHO HAVE 
COLLEGE BACKGROUNDS 
IN ADVERTISING, MARKETING, 
JOURNALISM OR BUSINESS 
ADMINISTRATION. 


ABOUT 150,000 MEN AND WOMEN | 
ARE EMPLOYED IN THIS EXCITING 


AND INTERESTING FIELD. 


™ SOME SUCCESSFUL ADVERTISING PEOPLE HAVE (F YOU WANT AN ADVI | THE BUYER SELECTS: IRDERS SOME BUYERS FOR VERY LARGE 
EGUN AS SALESMEN , ARTISTS, SCHOOL TEACHER'S ING CAREER, YOU atid teenies. fret STORESMAY GOTOOTHER §_s 
ie ee Zeloce New searek Contoniers wil wanrro ooy. | | Hacuanoise, niey weir ) 
; Mee ; deci _| | FLY 70 PARIS, LONDON oR 


WHEN YOU/RE OLDER, LOOK 
FOR SUMMER JOBS CONNECTED: TOKYO FORFASHIONS,  . 
WITH MARKETING AND ELECTRONIC. GOODS OR 
ADVERTISING. OTHER THINGS. 


iS 


OKPP FoRGoops | / Coop BUYERS ARE NECESSARY FOR THE . 
oreamomcrony, | | AND HAVE USUALLY HAD SOME coLLeee J 
= . “3 f] 
ID WILL WANT oe ARE NOT SATISFACTORY. | | ARAINING« SPECIAL KNOWLEDGE OF 
UY. INOS SUCH AS FURS CLOTHING OR OTHER 
: : RCHANDISE IS USUALLY LEARNED 
+) FROM ON-THE-JOB TRAINING. = yn 


7 STORE GUYER SELECTS THE s ; URRENT 
L THINGS THAT WILL BE SOLD IN y PSHONS SHON SHE MUST NT HAVE EXCELLENT S 
” THE STORE. USUALLY, IN BIG 5 y : . SENSE OF STYLE AND COLOR BUT SHE 
STORES, THERE ISA DIFFERENT 1 | (g MUST ALSO: KEEP IN; MIND THE 
\ BUYER. FOR EACH MAJOR : b & ; IKIND OF CUSTOMERS THE 
\ > ‘ x | ? af STORE ATTRACTS. 


MOST PEOPLE THINK THIS IS ALLTHE WORK 
THAT IS DONE INA STORE; A CUSTOMER. 
PICKS OUT SOMETHING AND A SALESMAN 
TAKES THE MONEY. YOU'VE ALREADY 
SEEN THE RECEIVING CLERK AND THE 
STOCK CLERK DOING THEIR JOBS. 


/ MOST BUYERS ARE PROMOTED FROM WITHIN 
THE DEPARTMENT. THEY LISUALLY WORK AS: 
SALES PEOPLE, THEN ARE GIVEN THE 
CHANCE TO TRAIN FOR A BUYERS 


JOR 


EVERY STORE HAS AN OFFICE WHERE THE 
RECORDS OF SALES PROFITS AND EXPENSES 
pee Se ARE KEPT AND STUDIED AND WHERE EM- 
5 PLOYERS’ SALARIES ARE MADE UP. 


INA DEPARTMENT STORE OFFICE, YOU 
WILL FIND TYPISTS, BILLING MACHINE 
OPERATORS AND BOOKKEEPERS. 


WORK RIGHT. THEY LISUALLY ASK THE 
CREE OS TO TELL THEM HOW Ey ARE 
ISING THE MACHINE. 


INSPECT AND SERVICE OFFICE EQUIPMENT 
REGULARLY. COMPANIES PAY A YEARLY 
SERVICE CHARGE FOR EACH MACHINE. 


THERE ARE OVER 115,000 OFFICE MACHINE 
SERVICEMEN WORKING. MORE AND MORE TYPES 
OF OFFICE MACHINES ARE BEING DEVELOPED, 
WHICH MEANS THE DEMANP FOR QUALIFIED 
SERVICEMEN IS GROWING. 


: NTEREST| | OFFICE MACHINE SERVICEMEN ENSOY 4 
JME SANE. MAINTAINING AND FRING | | THEIRWORK. MANY OF THEM GOT THEIR 
tie vias aed CLEANER LIGHTER WERK | | Na AE LEARNED THEIR SKILLS 
SEU RRER Sa WHILE INTHE ARMY OR NAVY, 


MARKETING AND DISTRI. Bees CAREERS 

ARE PLENTIFUL IN LARGE STORES IN 

BIG CITIES BUT THERE AREALSO JOBS IN 

THE MANY DIFFERENT KINDS ee IN 
SMALLER TOWNS AND CITIES. 


he 


(ge BREAD- TRUCK DRIVER IS ALISOA SALESMAN AND SO ISTHE 
CE CREAM MAN WHO DRIVES HIS WAGON PAST YOUR HOUSE 
KiRGING HIS BELL SO YOU'LL KNOW HES THERE, MANY OF 
THESE SALESMEN WORK ON Nee THE MORE 
‘ SIHIEY, SELL, THE MORE MONEY THEY MAKE, 


HEIS AN/NSURANCE SALESMAN. 
THIS 15 A MULTIBILLION-DOLLAR 
INDUSTRY AND ABOUT 450,000 
SALESMEN WORK 1N IT. 


THIS MAN IS ALSO IN MARKETING. | 
AND DISTRIBUTION EVEN THOUGH 
HEDOESN'T SELL THINGS. 


INSURANCE SA : 
CALLED rouces ane See 


BoTH MENAND WOMEN SELL INSURANCE, 
THERE ARE MANY ADDITIONAL MEN AND 

WOMEN WHO SELL INSURANCE ON A 
PART-TIME BASIS. 


MOST INSURANCE AGENTS HIRED JIN RECENT 
YEARS HAVE BEEN OVER 21 YEARS OF AGE. 
MORE THAN HALE OF THEM HAD HAD SOME 
COLLEGE TRAINING. INSURANCE AGENTS 
IN SOME PLACES MUST PASS LICENSE ~ 
EXAMINATIONS. 


COURCES IN MONEY MANAGE ENT AND 
BUSINESS LAW ARE HELPFUL TOA 
INNING AGENT. 


TIN MOST PLACES, INSURANCE AGENT LICENSES ARE GIVEN ONLY 
PASS AWRITTEN EXAMINATION. 


TOTHOSE WHO || 


: MEETS AES EE fF // OT BEETS 2583 
ST Zo Ml 
7 Berore NEW AGENTS ARE PERMITTED THERE ARE ABOUT 16,000 JOB OPENINGS 
TO SELL, THEY RECEIVE TRAINING AT AYEAR IN THE INSURANCE-AGENT FIELD. 
THE HOME OFFICE OR AT AN AGENCY FOR PEOPLE WHO ENJOY THIS CHALLENG- 
i . 


ING FIELD, IT OFFERS A HIGHLY 
REWARDING CAREER. 


“THIS GENTLEMAN IS A HOUSE-J0-HOUSIE 
SALESVAN, HEWORKS FOR ACOMPANY 
WHICH DOES NOT HAVE STORES OR. 

. SALES PEOPLE WORKING IN SALES- 
ROOMS. HE MAY BE SELLING MOPS AND 
BROONG, POTS ns ORSETS.OF 


IF THE PRODUCT BEING OFFERED” SUCCESSFUL DOOR-TO-DOOR SALESMEN KNOW 
FOR SALE ISA GOOD ONE PEOPLE ARE 
WILLING TO BUY IT. 


IMERS ARE WILLING TO PAY MORE FOR ITEMS OF EXCELLENT QUALITY. 
MAN IS SHOWING ‘A PARTY. 


is ES AT ; 
IENDS AND NEIGHBORS OF THE HOSTESS WHO LIVES IN THIS HOUSE, 


ONE OFTHE MOST SUCCESSFUL DOOR- 
TO-DOOR OPERATIONS IS IN THE LADIES* 
COSMETICS FIELD. THE SALESPEOPLE IN 
THIS AREA ARE USUALLY WOME: 8 


I NOTHING IN THIS LADY sToCi< OF 
COSMETICS CAN HELP OLIVEOYL < 
PRETTIER! 


|( L,CAN'T WAIT TO SEE HOW BEAUTIFUL 
TLL BE WHEN £ WIPE ITALL OFFA) 


T CANITIVAIT 
EITHER ARF ARF! 


MAYBE IT WILL WORK | 
ON YOU, POPEYE! 


NOTALL HOUSE-To-HOUSE SALESMEN 


FOR YEARS, COLLEGE STUDENTS HAVE 
BEEN EARNING MONEY TO HELP PAY * 
FOR THEIR. EDUCATION AND LIVING 

EXPENSES By SELLING MAGAZINES. 


( SOMETIMES THE DOOR-TO- 


Ta 
SALESMEN ARE LITTLE GIRLS SELLING 
_ VERY GELICIOUS COOKIES 


HOUSE-TO-HOUSE SELLING IS EXCELLENT 
TRAINING AND PREPARATION FOR A 
GREAT MANY WELI-PAYING CAREER: 

THAT INVOLVE DEALING WITH 


Va HOUSE=10-HOUSE SALESMEN WRITE:ORDERS, 


MONEY, Go BGS DELIVER 


I ACCEPT 
| THEIR, CLISTOMERS PLIRCHASED DIRECTLY TO 
_. THEIR HOMES. / 


OS jee 


SPOKEN PEOPLE WITH LOTS OF ENERGY, SUCH SALESPEOPLE NAY 
AN EXCELLENT INCOME. 


THE WORK IS USUALLY PLEAGANT AND 
SATISFYING. a 

HOUSE SALESMAN BE PREPARED 
FOR A CERTAIN AMOUNT OF REFUSALS 
FROM PEOPLE WHO ARB NOT INTERESTED. 


THE ORIVER OF THAT TRUCK 1S ALSO IN 
MARKETING AND DISTRIBUTION, SWEE PEA. 
3 _ HEIS CALLED A ROUTEMAN OR, 
: DRIVER- SALESMAN. 


[ HELOOKS LIKE. 
| ATRUCK ORIVER 
TOME, POPEYE! 


HAS CUSTOMERS ON HISROUTE 
PS EACH TIME woes pocencr 


AD 


“AFTER GETTING THE ORDER, THE ROUTE 
SALESMAN FILLS IT FROM THE STOCK ON 
HIS TRUCK AND MAKES THE DELIVERY. 


IN SOME CASES, THE ROUTE SALESMAN ~ 
ARRANGES THE GOODS HIMSELF, 
MAKINGITAS APPEALING AS POSSIBLE 


HE ACCEPTS PAYMENTS AND KEEPS “THE ROUTE SALESMAN MAY STO! 

| RECORDS OF EACH TRANSACTION. FROM 10 T0 50 STORES, PEPENDING 

ee - : | | ONTHESIZEOF STORES ANDTHE 
GOODS EACH STORE ORDER’ : 


SOME PEOPLE START-YOUNG IN 
LEARNING MARKETING CAREERS. 


THE DRY-CLEANER ROUTE SALESMAN. 


_DRY-CLEANER ROUTE SALESMEN LO) 

UPAT THE DRY CLEANING PLANT IN THE DELIVERS THE CLEANED CLOTHING TO - 

IORNING. THEY DRIVE TRUCKS EQUIPPED | | PRIVATE HOMES OR BUSINESSES... 
CARRYING RACKG, 


P PICKS UP SOILED CLOTHING | [/THERE ARE OVER 235,000 ROUTE SALESMEN 
WORKING IN DIFFERENT DELIVERY BUSINESSES. 


LAUNDRY. HE MUST MAKE NOTE 
L WITH HIS | |\ WORKING DIRECTLY WITH CUSTOMERS IS ALWAYS 
INTERESTING AND REWARDING IN MANY WAYS. 


SOME EMPLOYERS HIRE YOUNG ROUTEMEN. IN MANY 
CASES, ROUTEMEN NEED SOME MECHANICAL ABILITY TO 
ADIUST THE MACHINES THAT HOLD THEIR 
~ PRODUCTS. 


HIGH SCHOOL GRADUATES CAN BEGIN CAREERS OTHER JOBS CAN BE HANDLED 
IN MARKETING AND DISTRIBUTION By GETTING WITHOUT A HIGH SCHOOL DIPLOMA. | 
JORS AS SECRETARIES, CASHIERS AND 


Cas 


oe Ie 
/ 10 BECOME A STORE EXECUTIVE, AN ACCOUNT- 


MARKETING AND DISTRIBUTION WORKERS 
ANT ORAN ADVERTISING SPECIALIST, A CAN BE FOUND NEARLY ANYWHERE THERE 
COLLEGE EDUCATION IS DESIRABLE. ARE PEOPLE. SOME WORK WITH THINGS, 
OTHERS WORK WITH PEOPLE ANDAFEW 
DEAL IN INFORMATION.. 


THE REWARDS OFA CAREER IN THIS FIELD 
ARE MANY BOTH INDOLLARS AND PERGONAL. 
SATISFACTION. SOME JOBS OFFER OPPORTUNITIES 
— TO TRAVEL AND THERE ARE ALWAYS 
CHANCES FOR ADVANCEMENT. 


2 rane 
* EACH LIST THE TRAINING YOU WOULD pees SU CHUPAID THE Wiens INTHIS BOOK. 
JOBS > TRAINING 


25-PID YOU FIND ANY JOBS YOU pip.Not KNOW ABOUT Z°LIST SIX... é bose figs 


. MARKETING AND DISTRIBUTION Saar PSaeeaes WITH TRAINING WHICH sen iNcwupe: : 
“CHECK ONE ——>.. 


- HIGH-SCHOOL DIPLOMA a ee! —— COLLEGE DEGREE .-- 
ON-THE-JOB TRAINING ——-—— GRADUATE DeoREE. 
VOCATIONAL SCHOOL TRAINING... —__ _____ JUNIOR COLLEGE DEGREE... 


=+ ” NOHIGH SCHOOL DIPLOMA..2- eras 


a ss SALES JOBS IN MARKETING AND DISTRIBUTION CALL FOR PEOPLE WHO: 
"CHECK ONE——> —~ YES 


——- —— ARE FRIENDLY... _-- f 
—— —— ARE DEPENDABLE... —_. 
——— ——. ARE COURTEOUS — 


= ARE ENERGETIC _-~ 
_ARE SELF-CONFIPENT- 


5: MARKETING AND DISTRIBUTION CAREERS MAY BE FOUND INS 
NO 


CHECK ONE —> - YES 
SHOPPING CENTERS-.-_-. __ ____ prue stores_. 
INDUSTRIES AND FACTORIES... ___ ______ RETAIL SALES. 
REAL ESTATE - - —— —— WHOLESALERS 
GHAIN STORES —— —— _ ENGINEERING. 
a CHEMISTRY. ___ 


---- 6. 06 PEOPLE WHO WoRK IN! MARKETING: AND DISTRIBUTION GNeS+> YES' NC 


USUALLY WORK PURING THE DAY 7 


ARE THERE JOBS IN) MARKETING AND DISTRIBUTION FOR MEN AND Seek Cte 
WOMEN , YOUNG AN? OLD, WITHA RANGE OF ABILITIES % ~ 


os IS. THERE A LARGE NUMBER OF WOMEN * 
pain gh hte WORKING IN SALES 


“9. 15 FULL TIME AND PARTTIME EMPLOYMENT AVAILABLE 
IN MARKETING ANP DISTRIBUTION WORK & 


2.0. IN MARKETING AND DISTRIBUTION SOME PEOPLE WORK WITH 
THINGS , SOME WITH PEOPLE AND SOME WITH INFORMATION. ——- .—___. —__—_ 


? it. SOME JOBS IN JMARKETING AND DISTRIBUTION REQUIRE VERY LITTLE : “33 
~ TRAINING AND SKILL WHILE OTHERS NEED GRADUATE DEGREES. < - 


“42, THERE ARE MARKETING ANO DISTRIBUTION JOBS NEARLY 
EVERYWHERE THERE ARE PEOPLE. POPEYE SAIP SOME 
” OF THE JOBS OFFEREP OPPORTUNITIES FOR TRAVEL 


Way las 


DISCUSSIONIQUESTIONS}" 


DIRECTIONS: 


CONSIDER AND DISCUSS THE FOLLOWING QUESTIONS 


HAVE YOU EVER SOLD GOODS OR SERVICES? 
WOULD YOU RATHER SELL SOME PRODUCT OR 
YOUR TIME TO PERFORM SOME SERVICE > 


WHAT SALES APPEAL WORKS MOST 
O EFFECTIVELY ON YOU ? 


HOW DO YOU KEEP TRACK OF AND STORE THE 

© THINGS YOU OWN? WHAT RECORDS AND PAPERS 
MUST YOU KEEP ON ORDER? WHAT MACHINES 
OR EQUIPMENT MUST YOU MAINTAIN? WHAT 
PROBLEMS DO THESE RESPONSIBILITIES CAUSE > 


WHAT OCCUPATION INVOLVING SELLING, BUYING, 
HANDLING, AND MAINTAINING GOODS WOULD 
YOU CHOOSE TO DO? 


ROUTE SALESMEN DEAL IN 
ICE CREAM, DRY CLEANING, 
BAKERY PRODUCTS, AND MANY 
OTHER THINGS. MEN AND WOMEN, 
YOUNG AND OLD WORK HAPPILY 
IN THESE CAREERS. 


DO YOU HAVE 
ANY NICKEL 
HAMBURGERS, 
sik? 


